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Expression of National Board 


On Cunc Mutual Insurance Society Voting Method 


The National Board of Directors voted to adopt the 
following resolution, and have it published in The Credit 
Union Brice. 

Wuereas, A resolution was adopted at the policy- 
holders’ meeting of Cuna Mutual Insurance Society in 1948 
requiring the Cuna Mutual Board to secure a mail vote 
on the question of retaining the area meetings or reverting 
to mail ballots in Cuna Mutual elections, and 

Wuereas, The question of discontinuance of the area 
meetings is of extreme importance to the credit union 
movement, therefore, be it 

RESOLVED, That the Midwest Conference in meeting 
assembled at Omaha, Nebraska, this 27th day of March, 
1949, request the National Board at its meeting in Houston 
in May to go on record as approving the retention of the 
area meetings for voting purposes in Cuna Mutual In- 
surance Society. 
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Help yoursel— Hela the other fellow 
Support the POP Program 
for 


MORE CREDIT UNIONS— 


To build better communities— 
To develop greater service— 
To provide increased protection. 


STRONGER LEAGUES— 


More league members— 
More income— 
More service. 

BETTER CREDIT UNIONS— 


More information— 
Greater membership participation— 
Increased savings and loans. 


HAPPIER CREDIT UNION MEMBERS— 
More privileges— 
Increased opportunities— 
Greater security. 


ACTIVE CHAPTERS— 


Aids for better programs— 
Aids for leadership development. 


FRIENDLY PUBLIC— 


More Publicity— 
Greater Organization— 
Better Public Relations 


Tell the World About Credit Unions 
through the 


POP PROGRAM 
Jnuest a hittle—Get a dot! 
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URING August there were 70 
D new credit unions reported 

by 25 states and provinces. 
This was 1 less than the previous 
month, but 21 greater than August 
last year and 32 greater than August 
1947. Top leagues for the month 
were: Illinois and Texas, with 7 
each; Nova Scotia, with 5; Michigan, 
Massachusetts and New York, with 
4 each. Total for the first eight 
months of the year is 636. This is 
an even 100 more than the same 
months last year, and 233 greater 
than the same months of 1947. Lead- 
ing leagues for the eight months are: 
Ontario, 50; California, 47; Texas, 
45; New York, 41; and Illinois, 39. 
In the one - or - more - each - month 
club the membership is unchanged 
from last month. California, Ohio, 
New York, and Texas are senior 
members, with Florida, Illinois, 
Michigan, Louisiana and Pennsyl- 
vania in junior membership. 

Mr. H. B. Yates of Dallas, Texas, 
Cuna Vice President representing 
the Southern District, is the new 
Chairman of the Organization and 
Education Committee. President 
Eidam made this appointment at the 
August Executive Committee Meet- 
ing when the position was left vacant 
due to the untimely death of William 
J. Cyr. We wish him every success. 

Mr. Yates has appointed Mr. M. 
H. Widerman of Baltimore, Mary- 
land to represent the Eastern Dis- 
trict and Mr. W. R. Holt of Old 
Hickory, Tennessee to represent the 
Southern District on the Committee. 


1000 New Credit Union Drive 


The August report makes a total 
of 299 for the first 4 months of the 
current 1000 New Credit Union 
Drive. Scores at the same point in 
previous drives were: 1948—239; 
1947—-184; 1946—178. Sure, we are 
gaining, but we are still a little be- 
hind the rate per month needed to 
reach our goal. Let’s get ahead once 
and then stay there. We do not wish 
to be unduly critical, but feel we 
must call attention to the fact the 
Midwestern District did not report a 
single new credit union during Au- 
gust. This is the first time that has 
occurred since the drives began in 
May 1946. Let’s all work just a bit 


October, 1949 


By W. B. Tenney 


Alaska, Montana and Louisiana Top 100% 


Eleven Leagues On Honor Roll 


Assistant Director of Organization 
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New Credit Union Drive 
EACH MONTH our button-popping | 
friend above will portray the total | 
gained in the 1000 New Credit Union | 
Drive. 
THE GOAL: 1000 new credit unions 
between May 1, 1949 and April 30, 
1950. 
Let's all help him drive the marker 
over the top. 














harder and direct just a little more 
time and attention toward organiza- 
tion in the next few months. If we 
do, there will be plenty to rejoice 
about next April 30 when the drive 
is ended. 


We still have not received league 
quotas from four of the Districts. 
Therefore the following Honor Roll 
contains only the names of leagues 
in the Central, Southern and West- 
ern districts which have achieved 
35% or more of their quotas in the 
four months ending August 31: 


League Quota Organized Per Cent 
I ocean ck 0 5 500 
Montana ........ 4 6 150 
Louisiana ...... 13 13 100 
Washington .... 13 7 54 
/ ere 45 24 53 
ee 12 6 50 
Puperto Rico.... 9 4 44 
Indiana ......... 17 7 41 
oO ee 5 2 40 
Kentucky ....... 13 5 38 
California ...... 60 21 35 


Standings of the various Districts 
as of August 31 were: 


District Quota Organized Per Cent 
Southern ....... 185 67 36 
Western ........ 125 44 35 
oS ar 150 46 31 
Canadian ....... 155 46 30 
Eastern .... ..165 45 27 
North Eastern ..115 29 25 
Midwestern ....105 22 21 


Following are the scores reported 
by the various leagues as of the same 
date: (Quotas are shown in paren- 
thesis, where known) 


CANADIAN DISTRICT 
Alberta, 10; British Columbia, 5; 
Manitoba, 2; New Brunswick, 0; 
Newfoundland, 0; Nova Scotia, 7; 
Ontario, 16; Prince Edward Island, 
0; Quebec, 0; Saskatchewan, 6. 
NortH EASTERN DISTRICT 
Connecticut, 3; Maine, 0; Massa- 
chusetts, 7; New Hampshire, 0; New 
York, 18; Rhode Island, 1; Ver- 
mont, 0. 


EASTERN DISTRICT 
Delaware, 0; District of Columbia, 
0; Maryland, 2; New Jersey, 9; Ohio, 
9; Pennsylvania, 15; Virginia, 8; West 
Virginia, 2. 
CENTRAL DISTRICT 
Illinois, 23; Indiana, 7; Michigan, 
15; Wisconsin, 1. 
MIDWESTERN DISTRICT 
Iowa, 2; Kansas, 8; Minnesota, 3; 
Missouri, 3; Nebraska, 4; North 
Dakota, 2; South Dakota, 0. 


SouTHERN DISTRICT 
Alabama (13) 2; Arkansas (4) 0; 
British South America (1) 0; British 
West Indies (5) 1; Canal Zone (2) 
0; Florida (12) 6; Georgia (15) 3; 
Kentucky (13) 5; Louisiana (13) 13; 
Mississippi (5) 0; North Carolina 
(17) 2; Oklahoma (11) 2; Puerto 
Rico (9) 4; South Carolina (4) 1; 
Tennessee (16) 4; Texas (45) 24. 
WESTERN DISTRICT 
Alaska (0) 5; Arizona (6) 0; Cali- 
fornia (60) 21; Colorado (7) 2; 
Hawaii (6) 1; Idaho (6) 0; Montana 
(4) 6; Nevada (4) 0; New Mexico 
(5) 0; Oregon (5) 2; Utah (9) 0; 
Washington (13) 7; Wyoming (0) 0. 


Volunteer Organizers Contest 

Six new credit unions were re- 
ported in August as a result of efforts 
on thg part of entrants in the Volun- 
teer Organizers’ Contest. Mr. Wil- 
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liam F. Jack, President of the New 
York State Credit Union League, has 
entered the contest and has already 
reported two new credit unions. 

Mr. Donald J. MacKinnon of Mich- 
igan moves into the lead as of the 
end of August with five new ones to 
his credit. Last year’s winner, Wilbur 
Richards of Ohio, is running a close 
econd with a score of four. 

We want more contestants. See the 
simple rules at the end of this article 
and send in your name now. 

Here are the standings of con- 
testants as of August 31: 

Donald MacKinnon, Mich apc Oe 


Wilbur Richards, Ohio............... 4 
le i, I, Mc iccecioanectisweaabe 3 
WP. DE. Beetme, Nok nn cccccccccccccccccccs 3 


Verner Porath, Pa... . ay aa 


Se, Be I Me, oc adwnctsnnssenceda 2 
M. H. Widerman, Md................. 1 
ey me Hinze, Mich.... ote a aa, ae 
Allen Grant, Ont.... is 1 


_.None reported 
None reported 
.... None reported 


Ernest Shuba, Pa.... 
Evans Holder, Tenn 
Sid Jackman, Texas 

The Volunteer Organizers’ Contest 
is an annual event sponsored by 
CUNA offering a $100 prize to the 
volunteer organizer who organizes 
the greatest number of credit unions 
in the twelve-month period from 
March 1 to February 28. Any volun- 
teer can enter and any contestant 
can win. Enter your name today. 
Follow these simple rules: 

1—Send a letter to Mr. T. W. Doig, 
Managing Director, Credit Union 
National Association, Madison 1, 
Wisconsin, advising him of your in- 
tentions to enter and listing any 
credit unions you have organized 


since March 1, 1949. 


2—Soon after the organization of 
each additional credit union, advise 


Mr. Doig of that fact. 
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ADEQUATE 
LIFE INSURANCE 


Whatever happens life must go on for your 
family Insurance won't make them rich, but 
it will provide money w feed, clothe and 
house them [¢ will guaramcee them s measure 
of security and time for necessary adjust 
ment) tw «new way of life 


MORE INSURANCE for 
YOUR PREMIUM DOLLARS 


CUNA MUTUAL INSURANCE SOCIETY 
CRIOIT CRON OWNED Aue ComTeoKin® 
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annual meeting program. 
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3—On or before March 31, 1950, 
send Mr. Doig a complete list of all 
credit unions you have organized 
during the contest period. 

In your letter of entry, also ask 
for the free kit of useful materials 
to help you with your efforts. 


Memphis Chapter Activity 


THe Mempuis (TENNESSEE) CHAPTER 
of Credit Unions dedicated its June 
program to the new credit unions in 
the vicinity. The Chapter, aided by 
the state league, organized seven new 
credit unions in a brief span of 
weeks. To further assure the suc- 
cessful operation of these new credit 
unions, the chapter preseated at a 


RECORDS AVAILABLE 
Of Ground Breaking Ceremonies 


THE GROUND BREAKING CEREMONIES were recorded by radio 
station WIBA of Madison. A description of the ceremony with the 
comments of several speakers—make up a 20 minute recording on 2 
records. These comments not only provide an account of the cere- 
monies, but an informative and inspiring expression of the impor- 
tance of credit union service. The Wisconsin Credit Union League 
played these records before 450 people attending the league annual 
meeting banquet on September 10. 

A set of these records may be purchased thru the Credit Union 
National Association for $10, or rented for use at a meeting for $2. 
May | suggest that the program committees of chapters obtain these 
records for a meeting at an early date, so that credit union officials 
may become aware of a very fine feature for their credit union 








well-attended meeting a program on 
the duties of a treasurer, a credit 
committee, a supervisory committee 
and an educational committee. 

Helen Weakley, the chapter secre- 
tary, says she has an active telephone 
committee phone directors and com- 
mitteemen about the chapter meet- 
ings as a follow-up of the card an- 
nouncements. 


Correction 


NortH CAROLINA was credited with 
contributions of $28.75 to the POP 
fund in the August issue of THE 
Bripce. There was an error in report- 
ing, and the correct amount was 
$197.95. 
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is 
YOUR FIRST CONCE 


The above CUNA Mutual Insurance Society leaflet was created to 
encourage the credit union member to be aware of his individual 
life insurance problem, the fact that his credit union insurance 
society gives more protection for “the insurance dollar, and that 





he is welcome to information to help him plan more adequate pro- 
tection for his family. There is no charge for the leaflets. The in- 
surance is available to members of credit unions affiliated with 
their state or provincial leagues. 
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Shown above is the Joint Committee in session at Calgary, Alberta. 


Report of CUNA Quarterly M eetings 


Calgary Chapter of Credit Unions Cordial Host to the CUNA Administrative Bodies 


ANY of the credit union 
leaders of Calgary were on 
hand to welcome, to be- 


come acquainted with, and to fa- 
cilitate the quarterly meetings of 
CUNA. Also a number of visitors 
were present from the four Western 
Canadian Provinces. 

His Worship, the Mayor of Cal- 
gary, J. C. Watson, (also a member 
of a credit union) welcomed the 
bodies assembled for the Joint Com- 
mittee meeting. He expressed his 
belief that a man became better-off 
by becoming a member of a credit 
union; and that the deliberations at 
the meeting would be in the interest 
of Calgary, Canada, and North 
America. 


The Joint Committee 

For more than a year, the first 
meeting on the agenda has been the 
meeting of the Joint Committee, 
composed of the members of the Ex- 
ecutive Committee, the Board of Di- 
rectors of CUNA Mutual Insurance 
Society, and the Administrative 
‘Committee of CUNA Supply Co- 
operative. The committee originated 
because of common problems. Varied 
policies on salaries, promotions, em- 
ployee relations, equitable charges 


for space occupied, employment of 
legal counsel, employees retirement 
and pensions are a few examples of 
the joint problems. Out of joint 
meetings developed mutual under- 
standing of the capacities and limita- 
tions of each organization. While 
unity and harmony has developed, 
the amount of discussion has not 
diminished—instead it has become 
more pertinent. 

Mr. Doig reported the formation of 
428 new credit unions organized be- 
tween March 1 and July 31 compared 
to 399 for the same period last year. 
This is an average of about 80 per 
month. To achieve our goal of 1000 
new credit unions we need 84 per 
month. Mr. Doig felt that we were 
capable of achieving our goal this 
year. He also expressed appreciation 
to the Bureau of Federal Credit 
Unions for their cooperation in or- 
ganizing credit unions. 

The Neglected West 

Our managing-director pointed out 
that a CUNA field representative has 
been assigned to each vice-presi- 
dential district except the Western. 
He recommended that the Credit 
Union National Association hire a 
person to reside in the Western Dis- 


trict until the end of the year, and 
that CUNA Mutual Insurance So- 
ciety hire him permanently on Jan- 
uary 1. Such employment was voted, 
and since the meeting Thomas E. 
Davis who served as a National Di- 
rector from California the past 2 
years has been employed effective 
October 15. 


Present Building Sold 

An offer to purchase the present 
headquarters building of CUNA for 
$31,500 with the privilege of low rent 
for one year—was reported. Since 
the meeting the building has actually 
been sold. The contract for building 
Filene House calls for completion by 
August 1 of next year. 


Cornerstone Ceremonies 

The time for the ceremonies to lay 
the corner stone has been tentatively 
set for Saturday afternoon and eve- 
ning of May 13, 1950. The ground 
breaking ceremonies on July 30 with 
many prominent people of Madison 
and Wisconsin participating—proved 
to have great public relations value 
to the Madison and Wisconsin area. 
Tentative plans for laying the cor- 
nerstone of Filene House call for in- 
vitations to top officials of govern- 
ment, and representatives of busi- 





The Cuna Administrative Committee is shown at its meeting in Calgary. 


October, 1949 











Credit Union representatives from the Western Canadian Provinces hold a meeting while attending the CUNA sessions. 


ness, labor, farm, church, and service 
associations, and to bring the value 
of credit union service before a vast 
number of people in North America. 
Further announcements will follow 
in The Credit Union Brince as plans 
develop. 


Report of President Eidam 

John Eidam, president of the 
Credit Union National Association, 
made 3 recommendations in his re- 
port to the Executive Committee. 1) 
that a budget of objectives and costs 
be prepared for presentation at the 
next annual meeting. 2) that we con- 
sider the preparation of a booklet on 
the duties and responsibilities of 
credit union directors. 3) that we 
carefully watch the progress of any 
effort to reestablish control of con- 
sumer credit that would affect credit 
unions and specifically oppose pas- 
sage of S. J. Resolution 87. The Ex- 
ecutive Committee voted to carry out 
the recommendations. 


Federal Legislation 

The comments of the Federal Se- 
curity Agency on our proposed fed- 
eral legislation (H.R. 3201) were 
presented to the Executive Commit- 
tee. The communication favored an 
increase of the maturity limitation on 
loans from 2 to 3 years; to increase 
the unsecured loan limit from $300 to 
$400; and to favor a reserve limita- 
tion of 10% of shares, except for the 
privilege of requiring a special re- 
serve for delinquent loans when nec- 
essary to protect the interests of 
shareholders. The agency did not 
favor the extension of the time for 
holding annual meetings to include 
February and March. It questioned 
the adequacy of the present laws 
regarding central credit unions, and 
recommended a study for a sound 
system of central discounting for 
credit unions be studied. 

The Executive Committee voted to 
seek the passage of a bill in the pres- 
ent congress that would incorporate 
the features supported by the Fed- 
eral Security Agency. 

William Burke Elected V-Pres. 

To fill the vacancy left by William 
Cyr, the Executive Committee, after 
consulting with the National Direc- 


tors of the North-Eastern District, 
appointed William Burke as vice- 
president from the district. Mr. 
Burke lives at Brookline, Massa- 
chusetts. 

CUNA Insurance Research 

The bonding coverage in force thru 
this division has increased over $3 
million during the first 4 months of 
the fiscal year. The total coverage in 
force reported as of June 30, 1949 
was $31,911,525. 

CUNA Retirement Savings 

The auditors report showed assets 
of $124,680.50 as of June 30. The 
fund has a liability to the employees 
in the form of non-forfeitable and 
forfeitable contributions a sum of 
$114,222.74. This leaves a reserve of 
$10,457.76. The participation in the 
plan includes CUNA, leagues in the 
United States and Canada, also state 
and fedgral chartered credit unions. 
Copies of the plan are available on 
request. 

The Credit Union Bridge 

THe BripGE magazine has a new 
name. The Executive Committee 
named it The Credit Union Bridge. 
Resolutions adopted by the National 
Board and the National Association 
of Managing Directors emphasized a 
desire to incorporate the words 
“credit union” in the name. The win- 
ning names in THE BrIpGE contest 
last year also included the words 
“credit union.” The new name ap- 
pears on this issue. 

Report of Field Representative 

Our CUNA Field Representatives 
worked in 21 states and 6 provinces 
during the first quarter of the fiscal 
year. They visited 1,532 credit un- 
ions; met with 163 board of directors; 
met with 25 chapter meetings, 26 
league annual meetings, 35 league 
board meetings, and 31 meetings with 
other organizations. 

Their work resulted in 20 new 
credit unions, 38 league affiliations, 
33 Loan Protection contracts, 21 Life 
Savings Insurance contracts, 44 In- 
dividual Life contracts, and 22 
CUNA Bonds. 


CUNA Mutual Insurance 
The premium income of the so- 
ciety will likely exceed expectations 


by $200,000 this year. It looks like the 
expense ratio will be reduced from 
14% to 13.30%. The demand for in- 
surance literature has increased, and 
the board increased this item in the 
budget to provide for the demand. 
It was decided to mail out the ref- 
erendum ballot on the question of 
area meeting or mail ballot method 
of voting, and to set February 1 as 
the final date for their return. 

The first copies of the new “Hand- 
book” on CUNA Mutual Insurance 
were presented to the board. This 
is a 3 ring loose leaf book (5% inch 
by 8 inch pages) with the story of 
CUNA Mutual, underwriting rules, 
description and reproductions of the 
various policies, and instructions on 
how to apply for claims. This is a 
complete reference book on Cuna 
Mutual services. Credit Unions hold- 
ing policies will receive an announce- 
ment of the Handbook, which may be 
requested on an attached postcard. 
The books will be the property of 
CUNA Mutual Insurance Society, 
and a charge of $2.50 will be made 
for replacing lost copies. 

CUNA Supply Cooperative 

The sales show an increase of 
$6,000 for the first four months of the 
fiscal year ($86,103 compared to $80,- 
033). The earnings, however, took a 
drop from $9,259 to $5,647 for the 
same period. 

All credit unions were circularized 
after the May meeting in regard to 
interest in a credit union wall cal- 
endar for member distribution. Or- 
ders for 50,000 were needed to obtain 
a satisfactory price, but only 12,000 
were requested—which meant the 
project was dropped, and the orders 
cancelled. 

The Administrative Committee 
authorized management to negotiate 
a new contract with the Madison 
Typographical Union No. 106, which 
expires on October 1; and to earmark 
the proceeds from the sale of the 
building to apply toward the CUNA 
Supply commitment of $50,000 to- 
ward Filene House. 


Ground Beaking Ceremonies 
The recording made by station 
WIBA of Madison was played at the 
(Continued on page 18) 
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Filene Memorial Fund Reopened for Gifts 


(Editor’s Note: The present con- 
struction plans aim to provide mazxi- 
mum of space primarily. Partitions 
for only one private office are 
presently provided in the plans. A 
considerable part of the inside con- 
struction and finishing is left for the 
future.) 


From the National Board 
Minutes 

PRESIDENT Farr: I am going to ask 
Mr. Doig to speak to you on the re- 
opening of the Filene Memorial cam- 
paign at this time. 

Mr. Doric: You will recall last year 
a resolution was introduced to re- 
open the Filene Memorial campaign 
in order that contributions might be 
accepted from some credit unions 
which did not contribute previously 
and some credit unions which had 
been created since then who might 
desire to contribute. Therefore, the 
Executive Committee has studied the 
matter and is recommending to you 
that the campaign be reopened, but 
that we should not aggressively seek 
to obtain funds, but to advise all 
leagues and possibly through THE 
BripcE all credit unions that the 
campaign has been reopened and 
they may contribute to the Filene 
Memorial campaign if they so desire. 
We don’t have enough money to 
properly complete the building and 
we are reopening the campaign now 
so further contributions may be re- 
ceived. The Executive Committee is 
recommending to you that the Filene 
Memorial campaign be reopened on 
that basis. 

Mr. StaTHAM (Minnesota): I move 
that the Filene Memorial campaign 
be opened on that basis. 

Mr. Case (Oregon): I second the 
motion. 

Mr. Witson (Missouri): I would 
like to ask a few questions in regard 
to reopening this campaign. How 
much more money do you think it is 


going to take to complete the build- 
ing for the way you want it set up? 

Mr. West, chairman of the build- 
ing committee, (Illinois): Anything 
we might say would be a rough esti- 
mate; in our judgment from $100,000 
to $150,000 is needed to give you the 
kind of a building which you de- 
OO. ..+4 

Mr. Witson: Over what length of 
time would you need that $150,000? 

Mr. West: The sooner the better, 
because we figure it will be neces- 
sary; because to borrow some money 
to do the things that are required 
to be done is going to be an ex- 
pensive proposition; so the sooner 
we can get it in, the cheaper it is 
going to be for the association. 

Mr. WILSon: We are not putting 
on a very intensive campaign in or- 
der to get the $150,000. 

Mr. West: No, we raised the orig- 
inal amount and we closed the cam- 
paign and it is the feeling of the 
Executive Committee that we should 
not go on another campaign, and that 
it should be free will. 

Mr. Witson: Will this be a sep- 
arate campaign and put into a sepa- 
rate fund? 

Mr. WEstT: Yes... . 

... The motion was put to a vote 


and carried. 


A Bronze Bust From Missouri 


Tue Missouri Credit Union League’s 
offer to provide a bronze bust of Ed- 
ward A. Filene was received without 
objection by the National Board of 
Directors of the Credit Union Na- 
tional Association. Ross Wilson, the 
national director from Missouri 
stated, “Missouri has offered me the 
distinct privilege of making a re- 
quest . . . the Missouri League at 
this time would like to have the 
privilege of purchasing and giving 
to the National Association a bust of 
Edward A. Filene to sit in the lobby 
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THE BUILDING PROGRESS 

The contract for the new national headquarters was awarded on 

July 30. Actual construction began the following week. 


The progress of this building represents more than the financial 
interests of thousands of credit union members who contributed 
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of Filene Memorial Building.” 
$1000 Offer From Arrow S 


THe Arrow S Crepit Union of East 
St. Louis, Illinois wants the privilege 
of furnishing a properly decorated 
trowel for laying the cornerstone of 
Filene House. For this privilege the 
Arrow S Credit Union has set aside 
$1000 to the building fund for the 
privilege. The building committee 
voted to recommend that the Ex- 
ecutive Committee accept the offer. 


Miniature Shovels 


Srrver PLatep Mrniatures of the 
shovel used to turn the first earth for 
the construction of “Filene House” 
have been purchased in the form of 
tie-clasps and brooches. Each person 
who makes a contribution of $5 or 
more to the Filene Memorial after 
September 1, 1949 will be entitled to 
a miniature shovel. 


Auto Insurance Dividend U p 


Tue Emptoyers Mutvat Liability In- 
surance Company which writes auto- 
mobile insurance for credit union 
members has voted to increase their 
dividend on automobile insurance to 
fifteen percent. Since our premium 
volume this year will aggregate one 
million dollars, this represents a sav- 
ing of approximately fifty thousand 
dollars for credit union members. 

As you know, this company pays 
the cost of putting this business on 
its books in addition to this dividend. 
We are happy about our arrange- 
ment with Employers Mutual and 
hope all credit union members may 
benefit by it. 

Please tell your friends in the 
credit union about this plan which is 
sponsored by the Credit Union Na- 
tional Association. Let’s all strive to 
increase volume that all credit union 
members may profit thereby. 


OF "FILENE HOUSE" SEPTEMBER 3, 1949 


dimes and dollars before the war. It represents progress in coopera- 
tive thrift endeavors, the development of constructive low-cost credit 
efforts, and the expansion of a financial partnership to serve ordi- 





Objectives of Credit Union Exammers 


Ts question set before us is: 
“What are the long range ob- 
jectives of our examination 
program?” 

In answering this question, per- 
haps the process of elimination will 
help. Let us turn our attention briefly 
to two things which will immediately 
condemn themselves as being un- 
worthy of being called our highest 
long-range objective. 

Is the first purpose of our ex- 
amination program to find shortages? 
Some people think that when any 
auditor walks in to any office that is 
his first purpose. And certainly it is 
true that many details of our stand- 
ardized examination procedure are 
so arranged that should a shortage 
exist, it will be brought to light by 
the carrying out of this standardized 
procedure. We must recognize the 
fact that this has to be so. But I think 
we all will agree that something 
more important than the tracking 
down of a dishonest treasurer is our 
primary long-range objective. 

Is the first purpose of our ex- 
amination program to put in the re- 
quired working hours per week and 
earn our salary? If we had some 
other kind of a job, let us say that of 
bricklayer or garage mechanic or 
timekeeper, we would then not need 
to be ashamed to come out in the 
open and say that something like this 
is the main purpose of our life. We 
have all encountered, especially 
among those working in business or 
industry, the attitude that all em- 
ployees are merely time-servers, and 
since we are Government employees, 
we are forthwith put into the same 
category. Quod erat demonstrandum. 
Our whole training in the credit 
union movement leads us to deny 
this charge. We believe that, no mat- 
ter what may be said of other Gov- 
ernment employees, those working 
in the Federal credit union move- 
ment have a higher objective in life 
than merely to put in time and earn 
pay. 

If our primary object is not to find 
shortages and not to be time-servers, 
what then is it? 

It is, in my opinion, to advance the 
credit union movement. 

It is just as simple as that. We 





Howard S. Fox, Federal Credit Union Examiner, 
Amarillo, Texas presented this paper to the 
Examiners’ Conference, Houston, Texas, May 
10, 1949 and to Convention of the National 
Association of Managing Directors, Houston, 
Texas—May 11, 1949. 


By Howard S. Fox 


walk in to the credit union, not as a 
plain-clothes-man, not as a clock- 
watcher, but as a follower of Raif- 
feisen, of Desjardins, of Edward A. 
Filene. We come to do our bit as a 
part of a great social force. We come 
to add our voice to the outcry against 
usury which drags men down. We 
come to add our efforts in the pro- 
motion of thrift and credit which in 
a sense build men up. We come in- 
deed with a spark of the spirit of 
Jesus, who overthrew the tables of 
the money-changers in the Temple. 
We come to do what we can, in our 
day, in our location, with whatever 
strength we have, as a part of a great 
social movement. 


To develop this subject a bit fur- 
ther, and to offer as proof that our 
long-range objective is so lofty, let 
us consider some means by which 
we may advance the credit union 
movement. 


In the first place, we may advance 
the credit union movement by point- 
ing out what the particular credit 
union under examination most needs 
for its own best good. Our leader in 
the Federal credit union movement, 
Claude R. Orchard, has made the 
remark during our own conference 
that he is not a perfectionist. Neither 
can we be. We cannot expect that 
each credit union will be perfect 
when we leave it; much less can we 
expect it to be perfect when we enter 
it. There is always some room for 
improvement. Perhaps it will be 
helpful if we lay down our pencils 
at some point in the examination, 
half-way through perhaps, and con- 
sider just what type of group we 
have before us. A few of the more 
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"I'm beginning to like girls” 


needy types, those which most need 
correction or strengthening, appear 
to be as follows: 


First, there is the one-man or- 
ganization. This one man is generally 
the treasurer; sometimes he is some 
other official. The others leave every- 
thing to him and he frequently be- 
lieves the credit union would go to 
pieces if he were to drop it. Gen- 
erally he is wrong; there is latent 
leadership almost everywhere. But 
without more than this to go on, it 
is impossible for the examiner to 
try to have him replaced. All the 
examiner can do is to point out that 
the credit union is supposed to be a 
democratic organization. If, on his 
next visit, the examiner finds that the 
one-man organization has for any 
reason lost this one man from its 
staff, and still lives, which is gen- 
erally the case, he should make the 
most of his opportunity to point out 
that the change has been for the best. 
The one-man credit union is the type 
which needs help the most, and often 
is the hardest to help. 


Second, there is the disinterested 
group. This credit union is still small 
because it has never really caught 
hold. It has not made a name for 
itself or a place for itself in the life 
of the sponsoring organization. Its 
officials hang on, sometimes, because 
it takes less effort to keep going than 
to liquidate. The obvious great need 
of the disinterested group is a re- 
newal of the interest with which the 
charter members started out. If the 
examiner can cause a revival of that 
interest, he has certainly done some- 
thing to advance the credit union 
movement. 

Third, there is the headstrong 
group. This is typically an active 
credit union. Its officials are able and 
willing to work and proud of their 
organizations. But they pay no at- 
tention to the bylaws or any other 
rules. They run things according to 
their own judgment, instead of ac- 
cepting the experience of others, as 
brought to them in print and by word 
of mouth. The headstrong group must 
be handled with care, but if the ex- 
aminer can show them the error of 
their ways, he has helped to advance 
the credit union movement. 

This is not a complete picture of 
course, of credit union faults, or of 
faulty credit unions. It is only in- 
tended to be a sketchy outline of 
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Self Help for Have-Nots 


(Reprinted with permission from the 
Catholic Digest and author) 


OR nearly an hour Father 
} Jimmy Tompkins, parish priest 

at the little Canadian village 
of Canso, had been urging a meeting 
of Cape Breton coal miners to agree 
on what were their biggest commu- 
nity problems, so steps could be 
taken to solve them. “Now,” he 
said, “I want five or six of you to tell 
me what you most need.” Unani- 
mously, they shouted, “Money”! 

“Fine”! responded Padre Jimmy. 
“Let’s start a bank.” Hilarious 
laughter greeted the priest’s sense of 
humor. It subsided when the miners 
noticed that he had not joined in. 

“No,” said Father Jimmy. “lI 
am speaking seriously. Let's start a 
bank. If seven of you will contribute 
25c each, we can organize a credit 
union. With a credit union we can 
do a banking business.” 

That was a typical incident in 
the famous Antigonish Cooperative 
movement in the Maritime provinces 
of Canada, which the U. S. State 
Department has been studying as a 
possible model for implementing 
President Truman’s “bold new pro- 
gram” for helping backward areas of 
the world. Today, there are 451 
credit unions with assets of $10 mil- 
lion, all contributed in small sums by 
members. Sales in the 210 coopera- 
tive stores during 1948 were $17 
million. Twenty-seven housing proj- 
ects are solving the home problem. 
During the 20 years the movement 
has been operating, half of the mil- 
lion and a quarter population of the 
three Maritime provinces have been 
reached by the Antigonish adult- 
education program. 

The movement has so successfully 
solved economic and social problems 
and so greatly improved living con- 
ditions in Nova Scotia, New Bruns- 
wick, and Prince Edward Island that 
it has also been suggested to the 
State Department as an antidote 
against communism in the Latin- 
American republics. 

This unusually successful coopera- 
tive movement is the unexpected 
outcome of St. Francis Xavier uni- 
versity’s efforts to carry adult edu- 
cation to the fishermen, miners, and 
farmers of the Maritime provinces. 
The university’s Extension depart- 
ment had no intention of launching a 
cooperative movement. 
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By John W. White 


The young priests assigned to Ex- 
tension soon found, however, that 
before people could be interested in 
education and cultural matters, 
something had to be done about their 
debts, low incomes, and poor hous- 
ing. The co-op movement started 
by Father J. J. Tompkins and others 
solved all three problems, and some 
others besides. 

The success of the Antigonish 
movement was placed before the 
State Department in February by 
Msgr. M. M. Coady, director of St. 
Xavier’s Extension department, and 
Dr. H. J. Somers, vice-president of 
the university. They told the Anti- 
gonish story to the seven men re- 
cently designated by Assistant Sec- 
retary of State Willard L. Thorp to 
study measures for implementing 
President Truman’s “Point 4” plan 
for have-not countries. 

The Thorp committee showed keen 
interest in what Coady and Somer 
told them. One asked Coady what 
effect, if any, the cooperative move- 
ment has had on communism in 
Canada. The reply was immediate 
and categorical. 

“The Cooperative movement has 
wiped out communism from the 
Maritime provinces,” said Coady. 
“When the movement was organized 
20 years ago, the mining commu- 
nities of Nova Scotia were the spear- 
head of communistic organization in 
Canada. Since 1935 the communists 
have not been able to muster suffi- 
cient followers to form a May-day 
parade.” 

“We never preach against com- 
munism, however,” continued Coady. 
“We use the positive approach. We 
pull communism out by the roots by 
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“That's strange! A. wouldn't work yester- 
y- 


giving the people a democratic way 
of raising their own standard of 
living.” 

From 1920 to 1932, the communist 
May-day celebrations in the Cape 
Breton area were spectacular. From 
7000 to 10,000 coal miners and steel- 
workers marched arrogantly under 
red flags flaunting the hammer and 
sickle. Communist agitators con- 
sidered the great industrial city of 
Montreal a poor second in their 
plans for organizing Canada into the 
party. John L. Lewis finally ex- 
pelled District 26, the Cape Breton 
district, from the United Mine Work- 
ers because it voted to join the com- 
munist international trade-union 
movement. 

In 1932 the Bishop of Antigonish 
called a diocesan meeting, at which 
it was decided that St. Xavier Ex- 
tension would attempt to serve the 
industrial workers of Cape Breton as 
it had been serving farmers and 
fishermen. That was when Father 
Jimmy Tompkins addressed the coal 
miners. 

The miners were surprised to see 
what systematic saving could do. 
From their credit union grew co-op 
housing projects with groups of ten 
or 20 men building their own homes 
and paying for them at the rate of 
$15 to $25 a month. Before long they 
were heckling the speakers at com- 
munist meetings. 

In 1935 the communist candidate 
for Parliament polled 5,000 votes. In 
1945 the communist got only 500 
votes. At the beginning of this year 
the local people insisted that there 
were not more than a dozen avowed 
communists in the whole area. 

Coady went on to explain to the 
State Department men that condi- 
tions in the Maritime provinces 15 
years ago were very similar to those 
in several of the Latin-American 
republics today where communism 
is making rapid headway. He said 
he felt sure that cooperative move- 
ments like that in Antigonish would 
so improve the living conditions of 
South and Central American people 
that they would no longer be duped 
by the lavish promises of communist 
agitators. 

The psychological results are even 
more important than the financial. 
When the St. Xavier Extension de- 
partment began its work in the late 
20’s, the people of the Maritimes 
were heavily in debt. Fishermen 





and farmers depended on seasonal 
income and the miners were subject 
to frequent layoffs. Low pay and 
miserable housing discouraged thrift. 
Farms were heavily mortgaged and 
most of the fishermen had lost 
ownership in their boats because of 
debt. 

A credit union is organized as soon 
as possible, usually with the mem- 
bers agreeing to contribute 25c a 
week. In the early stages, the credit 
union lends small sums to its mem- 
bers at low interest to help them take 
care of pressing debts such as doctor 
bills, or even the purchase of badly 
needed clothing. Later, the assets 
of the credit union are used to 
finance projects designed to solve 
community problems. 

In some cases the credit unions 
lend money to members to buy ma- 
chinery. In others, they finance a 
group in buying equipment for the 
cooperative use of members. In the 
Cape Breton area, for example, the 
coal miners borrow from their credit 
union to finance their homes. In 
Morell, the credit union financed 20 
tractors which are rented to mem- 
bers for specific jobs. Another credit 
union operates a spray-paint ap- 
paratus for painting the houses and 
barns of members. All those projects 
help to step up production by me- 
chanizing work that formerly was 
done by hand. The greater output 
is much more important than the 
actual money saved in the various 
operations. 

The credit unions also help finance 
the co-op stores and marketing units. 
Also, their assets are made the basis 
for private bank financing of the 
group far beyond what could be ob- 
tained by the members as indivi- 
duals. 

The Antigonish movement has 
wiped out religious intolerance in 
the three Canadian provinces where 
it is operating. The population of 
the Maritimes. is about -evenly 


divided between Catholics and Prot- 
estants. Their attitude toward one 
another formerly ranged from cliques 
to bitter intolerance. Today that is 
completely changed. 

The cooperative system has created 
a new feeling of fellowship. Cath- 
olics and Protestants sit together and 
talk over their mutual problems. 
Together they work out solutions. 
Harmony prevails, and as a result 
many projects have been undertaken 
that are outside the usually accepted 
co-op field. 

Morell on Prince Edward Island 
presents one of the chief examples 
of how the co-op movement has 
eliminated religious intolerance in 
small village communities. Morell’s 
300 families are a typical mixed pop- 
ulation of farmers and fishermen, 
with the farmers outnumbering the 
fishermen 250 to 40. Until the co- 
operative movement reached there 
ten years ago, the people of Morell 
were bitterly divided on religious 
lines. The village is 70% Catholic 
and 30% Protestant, with doctrinal 
divisions among the Protestants that 
further aggravated the discord. 

In 1938, Morell’s credit union was 
organized among Catholic members 
of the population and it was located 
on the Catholic side of the town in 
spite of protests from the non-Cath- 
olics. The credit union grew rapidly; 
the work in the study clubs im- 
pressed upon members the implica- 
tions of cooperation, and Protestants 
and Catholics began getting together. 

Within two years the credit union 
had 200 members, who had contri- 
buted $5,000 to it. The time was ripe 
for organizing a co-op store. With 
no dissent, the store was located on a 
site convenient to both religious 
groups. In 1947 sales totaled $298,000, 
and $15,000 was distributed as pat- 
ronage refunds among the 300 mem- 
bers. 

The whole Antigonish movement 
has long since outgrown its purely 
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Catholic beginnings. St. Francis 
Xavier University remains the train- 
ing field and inspirational center for 
organizers; Pope Pius has_ twice 
blessed the movement; and Father 
Coady was made a monsignor in 
recognition of his work. But many 
people of other faiths are now promi- 
nent in the movement. The Rev. 
Nelson MacDonald, vice-president of 
the movement’s conference organ- 
ization, for example, is a pastor of 
the Church of Canada. The 27 hous- 
ing projects have been organized and 
directed by Miss Ellicott Arnold, a 
Quaker of Moyland, Pa. 

Within 20 years the Antigonish 
Cooperative movement has shown 
hundreds of thousands of have-not 
people how to help themselves over- 
come their handicaps and become 
happy citizens of free-enterprise 
communities. 


Car-Selling Gyps 
WASHINGTON (LPA)—The highly 
deceptive sales practices of some 
auto dealers, manufacturers and auto 
financing organizations will come in 
for scrutiny at a conference here 
Sept. 15, to work out ways of elimi- 
nating such practices. 

Called by the Federal Trade Com- 
mission, the conference is expected 
to establish trade practice rules 
aimed to prevent car buyers from 
being deceived about the price of a 
car. 

Buyers Warned 

At present, buyers are warned by 
LPA’s How To Buy service to ask 
for a break-down of the car price 
into 1) the actual cash price, 2) in- 
terest, 3) insurance premium. 

Here is FTC’s own list of some of 
the practices the conference is in- 
tended to expose and do away with 
thru action of the auto industry: 

Deceptive “packing” of finance 
charges; deceptive “packing” of cash 
delivered price; practice of executing 
a retail installment sales contract 
containing blanks which are to be 
filled in later; failure of delivery to 
buyer of insurance policy or certifi- 
cate of insurance; failure to give 
adequate notice of cancellation of in- 
surance; fictitious price reductions: 
misrepresentation of prices or terms 
as “special”; and deceptive state- 
ments concerning payments. Some 
of the desirable listed by the F.T.C. 
were: separate itemization in install- 
ment sales contracts of all the costs 
elements to the buyer; delivery to 
buyer of a copy of the duly executed 
retail installment sales contract; dis- 
closure to buyer in the retail install- 
ment sales contract of material facts 
concerning insurance.—The Coop- 
erative Builder, Superior, Wisconsin. 
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The Science of Spending 


By J. K. 


you should look a dollar in the 
face and know how to get the 

most out of it—that time is now. In 
periods of high prices it is especially 
important that we know more about 
money—its uses and abuses. The 
free-wheeling spender, and the im- 
pulsive spender, have no trouble 
getting rid of their money, but gen- 
erally they get little in return. 

There is a new philosophy sweep- 
ing the nation — the Science of 
Spending. People everywhere are 
adopting its precepts and it is chang- 
ing the lives of thousands. It shows 
you how to get more value and more 
happiness out of what you spend. 

Its origin goes back to the turn of 
the century. Many of the large cor- 
porations were operating at a loss. 
Something had to be done about it, 
and done quickly. Audits and ex- 
aminations quickly disclosed that the 
major leakage was in hit-and-miss 
buying methods. It was either a case 
of over-buying resulting in too large 
an inventory, or underbuying, which 
left too few goods on hand. Company 
executives came to the conclusion 
that they were not getting proper 
quality and quantity. These, and 
many other disclosures, pointed to 
the need for drastic changes in buy- 
ing methods. 


! F THERE WAS EVER a time when 


Buying Principles Developed 

The American businessman is tra- 
ditionally resourceful and it did not 
take him long to correct the situa- 
tion. Employees were trained to buy 
intelligently and schedules were set. 
Purchasing departments were in- 
stalled and, within a year or two, 
companies that had been operating 
at a loss showed handsome profits. 
Today every business of any size has 
its purchasing department. 

As time passed, some of the fore- 
most financial, industrial and mer- 
chandising minds were focused on 
this subject. Books, bulletins and 
surveys were published and all had 
a part in developing the new Science 
of Spending. 

For the past several years, the au- 
thor has been reading, studying, an- 
alyzing and making notes from the 
most worthy of this material. Boiling 
it all down, it is amazing to find that 





J. K. Baillie was Financial Editor of the 
largest western newspapers for 20 years, 
former Deputy Corporation Commission for 
the State of California, and president of the 
California Mortgage Bankers Association. 


October, 1949 


Baillie 


the same principles and precepts run 
through it all. The net result is a 
simple, understandable, workable 
code that any person can apply to 
his own affairs, just as big business 
was forced to do, and with the same 
or even better results. 

There are seven simple rules that 
make up the Science of Spending. 
They are: 

1. Buy slowly. Money is wasted in 
impetuous and impulsive buying. It 
is seldom that a bargain is lost by 
reason of deliberate consideration. 

2. Buy quality. It generally fol- 
lows that the cheapest is the most 
expensive in the end. The quality of 
trademarked - nationally - advertised 
goods is an example of your guaranty 
of sustained value. 

3. Don’t skimp—but don’t over- 
buy. Over-buying is a typical waste 
factor in most family budgets. On the 
other hand, don’t under-buy but try 
to buy for current use. 

4. Buy from current’ income. 
There are exceptions to this in 
homes, automobiles, kitchen equip- 
ment, furniture and things of last- 
ing value, but do not buy perish- 
ables, or non-essentials, unless from 
actual income. 

5. Plan your spending. There is 
all the difference in the world be- 
tween indiscriminate spending and 
planned spending. Give some thought 
beforehand to what you contemplate 
buying. The more you think and 
plan for the outlay of your money, 
the more value you will get. 

6. Know what you are buying. 
This is very important. Study com- 
parative prices and values and be 
sure that what you are buying is 
what you actually need and want. 
Smart people are price-conscious. 

7. Allow something for yourself— 
at least 10% of your income. It is 
remarkable that so many people 
drift through life paying out money 
to everyone except themselves. This 
is most important, and narrows down 
to whether you control your money, 
or your money controls you. It isn’t 
what you spend, it’s what you get 
for your money, and what you save, 
that counts. 

Carefully consider and follow 
these simple rules. In their very 
simplicity lies their strength. Put 
them into practice and you will soon 
discover that, even with sky-high 
prices, you will be getting far, far 
more for your money. 

You now have the condensed wis- 


dom and experience of the world’s 
greatest authorities on the Science 
of Spending. This plan has worked 
successfully for many millions and 
it will work for you. 

Every so often comes a time when 
there is an opportunity to profit in 
a substantial way from the up-and- 
down cycles of our rapidly changing 
economy. There have been six such 
opportunities during the past two 
centuries. If history is any criterion, 
and it has seldom failed, one of these 
opportunities is now! Prices are high, 
in fact, have never been higher. It 
is in times of inflation that money 
saved will give liberal returns a 
little later, when prices level off as 
they most surely will. A dollar saved 
now may well buy approximately 
two dollars’ worth of value in a short 
time. Your dollars saved today have 
a bright future. You are facing one 
of the great opportunities of your 
life. 

Everyone should have a savings 
account. It’s not a question of money. 
In fact, it has more to do with the 
head than the pocketbook. It is 
mostly a question of making a start. 
You can open an account for as little 
as one dollar. You will look back on 
that day as one of the important 
milestones in your life. 

People attempt to justify their 
neglect in not having a savings ac- 
count with the excuse that they 
can’t save anything, that their ex- 
penses take up all their income. That 
may be true before they adopt a 
sensible spending plan and control 
their money. To say that the average 
person can’t save is nonsense. Mil- 
lions of people in the smallest income 
brackets have, and are, building up 
large and substantial savings ac- 
counts. 

You can do it, too. It is all a matter 
of getting started and then adding 
to it regularly. Pay yourself first. 
You will find it will work out. The 
wisest minds for hundreds of years 
have advocated it. 


Roy F. Bergengren Honored 


ANTIGONISH, Nova Scotia (CNS)— 
Roy F. Bergengren, for many years 
managing director of the Credit 
Union National Association, was 
awarded a Doctor of Laws degree by 
St. Francis Xavier University at the 
time of the convocation exercises, 
May 25. Mr. Bergengren’s degree 
was in recognition of his great work 
in the organizing of credit unions in 
the United States and Canada, and 
particularly the assistance he gave 
St. Francis Xavier University in its 
organization work on credit unions 
in its extension program. 
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Promoting Auto Loans 
QUESTION: (FROM WISCONSIN) 

We are planning a campaign to get 
our members to finance their auto loans 
through their credit union. Do you 
have any suggestions? 


ANSWER: 


Cuna Supply has published a leaflet 
“How to finance your automobile” (Ed. 
49). This is an attractive, two-color 
piece which I am sure you would find 
very helpful. You may order it through 
your league office if it has a supply de- 
partment; otherwise direct from Cuna 
Supply. 

Advertising experts tell us that the 
distribution of such leaflets are most 
effective if they are presented with a 
letter signed by a top official. The let- 
ter may underscore some of the points 
made in the leaflet, and in fact should 
tie in with the message of the leaflet. 
But most important, it should stress any 
points that apply specially to your 
group, and present a personal invitation 
to participate. 

If your credit union has Loan Pro- 
tection, as it of course should, then the 
advantages if offers should be stressed. 
So likewise the benefits of Cuna’s auto 
insurance program, if available. 

A testimonial or two from other mem- 
bers who have obtained auto loans from 
you will strengthen your presentation 
greatly. 


Planning Annual Meetings 
QuEsTION: (FROM NEBRASKA) 

I have just been appointed chairman 
of our credit union’s annual meeting 
committee. Can you give me any sug- 
gestions that will help me line up a 
meeting that will be well attended and 
really successful. I feel very strongly 
that a successful annual meeting is an 
important ingredient of a successful 
credit union. And I am sure that suc- 
cessful meetings don’t just happen. I 
know that they require careful plan- 
ning and some toil. 

As you might know, when I said as 
much at our last board meeting, I was 
given this job of doing something about 
it. I was glad to take the job but I 
soon realized that my big talk was 
based too much on theory and not 
enough on practice. I am really a rank 
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You are invited to submit your questions on 
any credit union problems to this depart- 
ment. You are also welcome to contribute 
your own ideas on the answers printed 
here. What's on your mind? 








novice at the game, and unless I get 
some expert and experienced advice, 
I'm no doubt going to have to learn a 
lot of things about annual meetings the 
hard way. That perhaps would not hurt 
me too much, but it might be fatal to 
the meeting. Can you help me? 


ANSWER: 


One of the chief purposes of the or- 
ganized credit union movement is to 
pool the experience of credit union peo- 
ple so that all credit unions may bene- 
fit thereby. 

You have already put into practice 
one important lesson that we have 
learned, by starting to plan your meet- 
ing well ahead of time. The more time 
you have to think up bright ideas, and 
to work up those ideas, the more surely 
you will come up with a memorable 
affair. 

Another general suggestion: Select 
your committee carefully. Keep it small 
but try to get a variety of personalities. 
All should be dependable and reason- 
ably aggressive, but one might well be 
the bright-idea type, another might be 
stronger on detail management, another 
might be most helpful in graphic pres- 
entation, and so forth. 

While this main committee should be 
small, it should not try to do all the 
work. It should plan and direct a con- 
siderably larger group. Enlisting the 
interest and participation of such a 
group should be one of the main efforts 
of your committee. If this is done your 
meeting is almost sure to be successful. 

Beyond these very general sugges- 
tions the best advice I can give you in 
this space is that you get ahold of two 
pamphlets: “Let’s hold better annual 


What About it? 


By C.F Eikel, Jr 


Answers to your credit union questions by Cuna assistant managing director 


meetings,” and “Annual Meetings. What 
it Takes.” These are both written spe- 
cially for credit unions and may be ob- 
tained from your league office if it has 
a supply department; otherwise direct 
from Cuna Supply Cooperative. 


Protection Tho Borrower Leaves 
QUESTION: (FROM ILLINOIS) 

Under our Loan Protection contract, 
when a borrower leaves the employment 
of the company and the loan becomes 
delinquent, is the credit union still pro- 
tected with the insurance on that delin- 
quent loan still in effect? 


ANSWER: 


Yes, as long as the loan of this nature 
is on the books of your credit union and 
included in your outstanding loan bal- 
ances when reporting coverage, it is 
eligible for coverage. 


Protection On Sick Member 
QUESTION: (FROM IDAHO) 


Suppose we approve a loan to a mem- 
ber who is sick at the time but whom 
we believe will return to work in a rea- 
sonable time. Is this loan covered un- 
der our Loan Protection contract? 


ANSWER: 


Yes, if your credit committee makes 
a loan to a member who is ill at the 
time of granting a loan on the basis 
that they expect him to return to work 
such loan is covered. 


Meaning of Premium Waiver 
QUESTION: (FRoM TENNESSEE) 
Does Disability Premium Waiver ben- 
efit in connection with Ordinary Life 
insurance pay off in the event of total 
and permanent disability? 


ANSWER: 


The Disability Premium Waiver does 
not provide for the payment of the face 
amount of the policy upon total and 
permanent disability but rather assures 
the insured that his contract of life in- 
surance will be kept in force by the 
Society, if he becomes totally and per- 
manently disabled, without additional 
premium payment. 


To Promote Individual Insurance 
QueEsTION: (From MASSACHUSETTS) 
Our credit union is a member of the 

Massachusetts CUNA Association, Inc. 
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and we understand that CUNA Mutual 
Insurance Society offers Individual Life 
insurance to members of such credit 
unions. Would you please advise us as 
to the procedure we should follow in 
advising our members of the availa- 
bility of these insurance services? 


ANSWER: 


Our general procedure is to recom- 
mend that credit unions appoint what 
is known as an insurance information 
committee. This committee should con- 
sist of at least three individuals and 
one of these individuals should be se- 
lected from your Board of Directors 
- and the others from your membership. 
The duties of this committee would be 
to familiarize themselves with the vari- 
ous types of life insurance which we 
offer and with the reasons for the use 
of these types as well as the basic rea- 
sons for the purchase of life insurance. 
Further, we suggest the committee pro- 
vide for the distribution to their mem- 
bers of the various types of leaflets 
which we have available, free of charge, 
and then otherwise disseminate infor- 
mation as best they see fit. 

To assist the committee in this job, 
we have prepared what we call an in- 
surance information kit which contains 
various leaflets, sample contracts and 
other pertinent information about our 
services and life insurance in general. 
After you have arranged for the ap- 
pointment of an insurance information 
committee, we suggest you let us know 
the names of the parties so appointed 
together with their addresses and we 
will be happy to provide each one of 
them with such a kit. 


To Cancel Individual Policy 
QUESTION: (FROM CALIFORNIA) 


Is the Individual Life insurance con- 
tract I have with CUNA Mutual Insur- 
ance Society still in effect if the local 
credit union should at any time not be 
a member of CUNA? 


ANSWER: 

The CUNA Mutual Insurance Society 
can not cancel an Individual Life insur- 
ance contract if at some time after you 
have taken out your contract your 
credit union should discontinue its 
membership with CUNA. The only way 
CUNA Mutual can cancel Individual 
Life insurance contracts is for non- 
payment of premiums or at the request 
of the insured. 


Interest Rates 
QuESTION: (FRom WASHINGTON) 


Will you please explain what 
would be the proper amount of inter- 
est to charge and how you would 
arrive at the amount in a transaction 
such as I am presenting here? 

Our credit union charges a 5% 
rate on automobile loans. That is, 
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a loan of $1,200 for purchase of a car 
to be repaid in 12 monthly install- 
ments would be charged $60 interest 
and the payments would be $100 per 
month on the principal and $5 per 
month interest, or a total payment 
of $105 per month. This is fine so 
long as the contract is-paid according 
to schedule. However, complications 
arise when the borrower wishes to 
pay an extra amount on the principal 
after the contract has run for a few 
months, or if he wishes to pay in 
full ahead of schedule. 

The $5 per month interest is less 
than the correct amount during the 
first few months when the unpaid 
balance is higher, and more than the 
correct amount during the last few 
months when the balance is low. We 
have had several cases like this 
which required an adjustment and 
I have been using the following plan 
to calculate the correct amount: 

When the contract runs 12 months 
we add up the units 1 to 12 giving 
a total of 78. Then we divide the 
total interest charge ($60) by the 
total units, giving $.76923, which we 
call a unit. Then, if the borrower 
wishes to pay in full after 6 months, 
we total the units for the months the 
contract has run—in this case a total 
of 57—and multiply the unit factor 
$.76923 by that total to arrive at the 
correct interest charge. The case 
cited would be $43.85, whereas the 
interest paid was only $30. Then we 
charge the additional amount. If 
there is a rebate, we pay it back, of 
course. I am sorry our credit union 
ever adopted this plan. It has in- 
creased our volume of loans, but the 
income return is much less and there 
is so much trouble in figuring the 
correct interest charge and then in 
convincing the borrower he is being 
treated fairly that it hardly seems 
worth while. 


ANSWER: 


The mechanics of your plan as you 
have described them are accurate 
and the borrower is actually receiv- 
ing fair treatment. However, you 
have brought out clearly the princi- 
pal reason for opposition to discount 
or prepaid or precalculated irterest 
plans. No doubt your credit union 
adopted this plan to compete with 
advertised rates and plans of other 
lending agencies which were similar. 
First, I would like to point out that 
the plan is not 5% simple interest 
and is therefore confusing to the bor- 
rower from the start. Since the bal- 
ance reduces monthly, a 5% true 
interest per annum charge would 
bring a total interest of about $32.50 
instead of the $60 you stated. Actu- 
ally, the rate is more nearly 944%. 
The usual credit union interest plan 


of 1% per month on unpaid balances 
would bring a total interest of $78— 
and it is a true 12%. The borrower is 
victimized by his lack of understand- 
ing since he is led to believe he is 
paying 5% instead of 12%, which 
seems a large difference. Actually, 
the difference is about 134%, or $1 
per month. 

So many credit union loans are 
altered in some way prior to termi- 
nation of the original contract—pre- 
paid, extended or refinanced—that 
the calculation of correct interest is 
quite burdensome to the treasurer. 
That is the second reason for our 
opposition—trouble for the officers 
of the credit union. 


If your credit union carries Loan 
Protection insurance at no cost to 
the borrower, this could easily and 
logically be used as a selling point 
to borrowers to use the credit union 
facilities and maintain the normal 
1% interest charge. The total differ- 
ence, remember, is only $18. When 
this is fully explained to the bor- 
rower, nearly all of them will under- 
stand it clearly and prefer the usual 
credit union method. I would suggest 
you adopt this method. 

If you wish to continue your so- 
called 5% rate, then I would sug- 
gest you change it a little for the 
convenience of the treasurer. A rate 
of % of 1% per month can be han- 
dled exactly. as the 1% per month 
plan and it will bring a total interest 
of $58.50, or $1.50 less than your 
present plan. In this way the correct 
interest can be collected monthly 
and there is no problem when the 
loan is altered from the original con- 
tract. If you wish to retain the level 
payment features, this can be done 
easily by calculating the first month’s 
payment—$100 on principal, $8.00 in- 
terest at % of 1% per month—and 
then set the payments each month at 
$108 or at $110 if an even amount is 
desired. The difference each month 
between principal and actual interest 
is placed in the share account of the 
member. This plan is widely used in 
credit unions and is about the only 
manner in which the constant bor- 
rowers ever accumulate more than 
one share. It helps spread ownership 
of the credit union over a greater 
number of the members and offers 
several advantages to the credit 
union. 


Lee O’Brien Returns To CU's 


Lee O’Brien returned to his former 
position as managing-director of the 
Missouri Credit Union League ef- 
fective July 21. While away from 
credit union work in Missouri, Mr. 
O’Brien served as a lay missionary 
for his church. 
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Here are new and tried publicity 
ideas. Ideas in the mind of the mem- 
ber is the first step to his participation 


in the credit union. “Credit union 
know-how” will lead him to more 
opportunity and happiness. 


Tue Brince suggests: 


1. that you mark and use the ideas 
which attract you. 


2. that you adapt them to conversa- 
tion, pay inserts, circulars, blotters, 
posters, and house organs. 

3. that illustrations be reproduced 
by tracing, photo-offset, or photo en- 
graving. 

4. that mats of Idea Exchange Fea- 
tures may be purchased for 30c each 
from Tue Brinoce for printing uses. 
(See below.) 


5. that each release contain full di- 
rections as to where and when credit 
union service is available. 


Please send copies of all your pub- 
licity material to THe Brince. Your 
participation in the Idea Exchange is 
helpful to other credit unions and sin- 
cerely appreciated. 


Mats Available 


Mats, from which cuts for reproduc- 
tion may be economically made, are 
available for Idea Exchange features 
when so indicated beneath the feature. 
These cost 30 cents each. Orders 
should be sent, and checks made pay- 
able to Tue Brivce, Madison 1, Wis- 
consin. 


—t.e.— 


Pointers 

A pointer is a smooth-haired bird- 
hunting and retrieving dog used by 
sportsmen since the 18th cenutry. It 
is so called because of its habit of 
assuming a rigid stance and pointing 
with its nose when it scents nearby 
game. It is even-tempered and in- 
teliigent. 

The Northwestern University Em- 
ployees Credit Union hasn’t been in 
business since the 18th century, and 
doesn’t even pretend to point with 
its nose; but when it comes to cents 

and dollars—members of our credit 
union, like thousands of members of 


credit unions all over the nation, can 
with definite surety point out the ad- 
vantages of being a credit union 
member. 

This sounds like a sales talk... 
—it is. The credit union wants you to 
know the service available to you 
and what it has to offer. 

Remember these advantages: 


1. Lower loan rates and annual 


dividends. 


2. All income of the credit union 
derives from loans made to members, 
and from income from United States 
Bonds. 


3. Your deposit can only be used 
for a loan to another Northwestern 
employee, invested in Government 
Bonds, or withdrawn by you. 

4. All income derived from loans 
or investments is returned to the de- 
positors in the form of service, re- 
serves, and dividends each year. 

It may be of interest also to know 
that when you borrow money, you 
are insured against death or total 
disability for the amount of the loan 
if something should happen to you 
five minutes after making the loan. 
The Insurance Company repays it 
for your family. This insurance is 
free and is not added to the amount 
that you borrow.—Crepir UNION 
CHRONICLE, Northwestern University 
Employees Credit Union. 





Exchange 


Your First Concern! 

You ever sit down to figure up how 
much money it would take to pay 
off every cent you owe today? 

Whether the amount is large or 
small, your estate is worth just that 
much less unless you transfer the 
amount into a Credit Union loan, 
insured against death or total dis- 
ability. Will your family lose the car, 
the furniture, or the home, or will 
the life insurance you carry be de- 
pleted by that amount? 

Play safe ... see that your family 
is protected. Group these small debts 
into a Credit Union loan and have 
one convenient place to pay. Re- 
member . . . it is better to have pro- 
tection and not need it, then to need 
protection and not have it—Edward 
E. Cowger, Sec.-Treas., Post Office 
Credit Union, Omaha, Nebraska. 


—1.e.— 


Thrift Quickies 

When banking a fire leave some 
red coals exposed to ignite gases. . . . 
Guard power tools in home work- 
shop; wear goggles at grinding 
wheel. . . . Be certain electric iron 
is disconnected when not in use. . . 
Never use kerosene or gasoline to 
start a fire, and store both away from 
the house. .. . Have furnace, chimney 
and flues cleaned and repaired regu- 











November Poster 


Here’s a humorous re- 
statement of a message 
that can’t be stated too 
often, 


Single posters are 25c 
Postpaid; additional 
posters in same mail- 
ing 124%2c each—all less 
20% to member credit 
unions in USA. Sub- 
scriptions for 12 month- 
ly posters 10 times 
above prices. 
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larly (if you’re short of cash, call on a 
your Credit Union for a loan)... . 

Educate your family in simple, com- H AV E Y O U TR | E D 
mon sense fire prevention measures. 

. . . Obey traffic laws and driving ¥ O U cae Cc oS E D | T U Ni ON 9 


courtesies. . . . And remember that 
good housekeeping is a major acci- Cc HR } S 7 O id ME R — 
— 


dent preventive-—Tue Fretp G ass, 
pt Myr riTr* 

















Marshall Field Employees Credit 
Union of Chicago. SY 
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Interested In Small Savings 


2 
How many members have we who a . 
would go to the bank to deposit one 
or two dollars, or to borrow such 
sums as five or ten dollars to carry 
them over until pay day? Yet we 
have a number who have been de- 
positing these small sums regularly 
and have quite a sizable account | 
now, and the pay day loans are also 
numerous. — Eye Opener, Stelco 
Credit Union, Hamilton, Ontario. 
—i.e.— 
How Does the Credit Union Help? 


1. It cultivates the habit of making 
regular savings. 

2. It is a source of obtaining loans | 
for all necessary needs. 


3. It offers a safe place for regular EM L F ad ’ 
savings plus a liberal dividend. T 


4. It enables employees to help 


their fellow workers in meeting FEDE RAL 


emergencies and in improving their 


financial condition—The Shell Em- 
ployees Credit Union, Wood River, j 
Illinois. | 
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Te ty 


the credit union way 


° 
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. you can shop sround for the best 
cash buy 






. you pay no hidden charges 


Buy . Wise 


. you get prompt, handy service 


. you are dealing with friends; thet 
is worth hundreds when unexpect- 


ed circumstances arise. 


here's how te get . more for your money 
. 


rs See your credit union treasurer to- 
day. 





The above leaflet was developed by the Department of Publications CUNA Supply Cooperative. The price is 55c per 100 less 20% dis- 
of CUNA Supply Cooperative for member distribution, and is avail- count to credit unions in the United States affiliated with their state 
able thru your credit union league supply depot (if available) or league. 
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Beware of a “Bum Steer” 

There is no substitute for experi- 
ence ...... in any business. 

Your credit union bank is experi- 
enced in handling financial problems 
for Telephone Company employees. 
For the past fourteen years we have 
successfully handled the money 
problems of the majority of our co- 
workers to the extent that today 
they are worth over $600,000 in sav- 
ings. During this same period we 
have loaned to these same people 
over $3,000,000 at a low rate of in- 
terest, saving them from one-half to 
two-thirds of what this same amount 
of credit would have cost them else- 
where. 

And that’s not all. . . . These same 
people have collected over $47,600 in 
dividends on their savings. This was 
possible only because your credit 
union bank is a non-profit coopera- 
tive organization, organized for the 
benefit of the people it serves. The 
above record speaks for itself and 
stands on its own merits to prove 
that there is no substitute for experi- 
ence. Your credit union is exper- 
ienced in the art of overcoming 
financial difficulties for its members. 
We are therefore willing to guaran- 
tee to each member—safety for his 
savings — lowest possible cost of 
credit and a reasonable return on 
his savings.—Tropical Telso Fed. 
Credit Union, Miami, Florida 

—1.e.— 
Would You Borrow from 
Scrooge? 

If you were short of cash and 
needed $100 to buy some household 
necessity would you go to John 
Scrooge and say “John, if you'll let 
me have that hundred Ill pay you 
back in twelve months and give you 
$86 for the use of the money?” $86 
to borrow $100! Of course you 
wouldn’t. Yet that is exactly what 
many unsuspecting householders are 
doing today when they purchase a 
new washing machine, living room 
furniture, or a television set on the 
installment plan. 

It looks like an easy thing to buy 
a new refrigerator; pay so much 
down and “the rest in easy monthly 
installments”. You think you can 
afford to take that much out of your 
monthly earnings, but did you stop 
to figure how much interest you were 
paying each month? Actually, in- 
stallment purchases cost you any- 
where from 40% to 86% interest. 
How many people would knowingly 
agree to pay such high charges? 

Don’t buy on the installment plan 
and needlessly pay out money that 
could otherwise be well spent. PAY 
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Idea Exchange 


CASH and save money. Buy what 
you need with money borrowed from 
the Park Employes Credit Union at 
the lowest rates of interest. No extra 
charges, no red tape, and no time 
lost when you get a credit union 
loan. 

This is a good time to buy. If you 
need house furnishings, radio or 
television set, refrigerator, washing 
machine, or any standard electric 
appliance, ask any director or officer 
of the credit union or call the credit 
union office. They have information 
to help you.—Park Ways, Park Em- 
ployees Credit Union, Chicago, IIli- 
nos. 


——i6-—— 
I Am Thankiul 
I am thankful for the happy smiles 
I gather on life’s way. 
I am thankful for the cheery words, 
That people pass my way, 
I am thankful we have a CREDIT 
UNION 


Where my character is known, 


NE EF $e 


Where, by the signing of my signa- 
ture 
I can get a low cost loan. 
I am thankful for the opportunity 
To save a little from my pay. 
To know I have a small account 
I can draw on any day. 
Yes, I’m thankful to our Credit 
Union 
Which has taught me not to “Drift,” 
But to plan and look ahead 
And always practice THRIFT. 
—Eye Opener, Stelco Credit 
Union (Canada Works) 
—i.e.— 
Are Your Payments High? 
We may now refinance your pres- 
ent loan to reduce the monthly pay- 
ments. If you have never financed 
your consumer needs with us, you 
should by all means contact us. Let 
us show you how we can save you 
interest on borrowed funds, and then 
give you some of it back in divi- 
dends at the end of the year.—De- 
TROIT NEWSPAPER INDUSTRIAL CREDIT 
UNION. 
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LOOK .WHAT HAPPENED - while we weren't watchinre. 
You have saved another 18-1/2 thousand dollars durinz 
hen the goai of 1/4 million 
dollars was set, we just didn't realize how whole- 
heartedly the members of our Credit Union would 
Your response hu3 ac 
sand dollars to your savings, ma 
the end of May, of “267,344 228833 


April and May. 


Let's just say 'to heck with that little ole 7oal! 
\* and see how BIG we can make the total uy Christmas. 


New Nembers may have accounted for - 
some of the increase in savings. We 
now have 1,030 members, which is an 
increase of 75 since January. 
If we can just find THOSE CTHER why 2 
22 who are elizivle for homer $F TNA 
ship and don't know it, then the | -?.\.7 9 o <S 
ac ec ampaion will have been a huce ; Abe 


WHAT NEXT? Now it would be rood to see hew rany members we can ,cet 
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dded 4o-1/2 thou- 


kinz a total, 











to increase their accounts recularlr. No matter what the size of 


your account, set a goal “100 above ---= and then reach the coal as 
quickly as your income will allow.. When you finish repaying a loan 
cesebrate the first debt-free payday by not making any >ayment. 

then, beginning with the next payday, maize a reguler deposit and 
e722 SATCH YOUR SAVINGS GROW. . 





HERE IS “HAT YOU GET FOR YOUR MONEY. Look at the caso of Charles 

is an ordinary member with “1,500 saved. His dividend (based on 

3-1/2% as paid in 191%) is “52.50. His life 1s insured for “1,000 
and the life of Blanche, his wife, is insured for *500. As Charle 
is 35 and Blanche {ts 32, this insurance would-cost him approximately 
$34 at the usual insurance rates. So he is realizing “686 per year 
return from his 41,500. ; 


who 
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There are still other advantages. Pecently Charles needed “1,800 cash 
for about 3 months to handle a business deal. He borrowed this cash 
from the Crecit Union without collateral or cosicners. By doing this 
he did not disturd his dividend nor h!s life insurance. Also, his debt 
was insured so that had he died before it was repaid, the debt would 
have been cancelled and Blanche would have received the *1,000 insur- 
ance PLUS the "1,500 on Sonoea, , 
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All the fixings to present your credit 


union’s progress graphically and so that 
it can be read from a distance. Set in- 
cludes the four charts shown above (ac- 
tual size 3 by 4 feet), gummed numerals, 
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self-sticking tape, and special gummed 
inserts for those credit unions whose 
fiscal year does not end on December 31. 
Also helpful instructions. For use at 
annual meetings, in offices where wall 


space permits, and for other displays. 

Available about October 10 through 
league supply departments and Cuna 
Supply Cooperative. 
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Objectives of Credit 
Union Examiners 
(Continued from page 8) 
three principal types of individual 
credit unions which need a helping 
hand from the examiner. We may 
advance the credit union movement 
netably by starting each credit union 
we examine on the road to improve- 

ment. 

We may and _finally—ad- 
vance the credit union movement by 
keeping 


also 


before us the high 
idealism of our task. This should not 
be difficult. The credit union officials 
themselves, them serving 
entirely without pay, should inspire 
us to: follow their lead in unselfish 
service. It is true that we devote our 
whole time to this work and make 
our living at it. Yes. But if our own 
willingness to serve our fellow-man 
is less than that of the 
workers who meet us the 
council-table at the examiner’s 
meeting, then let us hang our heads 
in shame. We are supposed to be 
among the leaders in the credit union 
movement. But if their spirit of un- 
selfish service is greater than ours, 


ever 


most of 


volunteer 
across 


then they are the leaders and we are 
the unworthy followers. Let us re- 
member that the credit union move- 
ment is a great social force. And let 
us remember that by every means 
within our power, by tact and wis- 
dom and above all by the outpouring 
of our own enthusiasm for unselfish 
service, we shall accomplish our 
long-range objective, which is to ad- 
vance the credit union movement. 


Report On 
Cuna Quarterly Meeting 


(Continued from page 6) 
opening meeting. This is a very im- 
pressive (on 2 records of 
regular speed) describing the cere- 
monies and reproducing the talks of 
Governor Rennebohm of Wisconsin; 
William Reid, the chairman of Filene 
Memorial Trustees; Joseph Roth- 
child of Madison; and John Eidam, 
the president of the Credit Union 
National Association. A set of the 
recordings may be obtained for $10 
or rented for a meeting at $2. The 
record runs 20 minutes, and I believe 
those who have already heard it 
value the privilege. 


reco! d 


Canadian Associations 
A special meeting was arranged by 
the Alberta league leaders to discuss 
their league problems with those 
from other sections of North Amer- 
ica. This provided a lively evening 
with a good measure of zest, excite- 
ment, and a general feeling that it 
was very profitable. A banquet was 
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also held on the final evening with 
a large attendance of local members. 
The Alberta Minister of Labor of 
Alberta, President Eidam, and Mr. 
Doig addressed the gathering. 


TENTATIVE PROGRAM 
OF 1950 
Cuna Annual Meetin gs 


Friday, May 5 to May 9—National 
Association of Managing Directors. 

Tuesday, May 9—7:00 P.M. CUNA 
Retirement Savings Fund Trustees. 


Wednesday, May 10—9:00 A.M. 
Joint Meeting, CUNA Executive 
Committee, CUNA Mutual Board, 
CUNA Supply Board. 

Wednesday, May 10—2:00 P.M. 
CUNA Executive Committee. 

Thursday, May 11—9:00 A.M. 


CUNA Executive Committee. 
Thursday, May 11—2:00 P.M. 
CUNA Supply Board of Directors. 
Thursday, May 11—8:00 P.M. 
CUNA Supply Membership, followed 
by a meeting of the newly elected 


Board. 


Thursday, May 11—8:00 P.M. 
CUNA Mutual, Committee of the 
Whole. 


Friday, May 12—8:00 A.M. CUNA 
Mutual Board of Directors. 

Friday, May 12—10:00 A.M. 
CUNA Mutual Membership. 

Friday, May 12—2:00 P.M. Nation- 
al Directors, Credit Union National 
Association. 

Friday, May 12—7:00 P.M. CUNA 
Mutual Board of Directors (newly 
elected board). 

Friday, May 12—8:00 P.M. Dis- 
trict Caucuses. 

Saturday, May 13—9:00 A.M. Na- 
tional Directors, Credit Union Na- 
tional Association. 

Saturady, May 13 — Afternoon 
Cornerstone Ceremony. 

Saturday, May 13—Evening Corn- 
erstone Ceremony. 

Sunday, May 14—9:00 A.M. Na- 
tional Directors, Credit Union Na- 
tional Association. 

Sunday, May 14 — Afternoon 
CUNA Executive Committee (newly 
elected committee). 












































































































































































































































Another Credit Union Booster 
And now here's the ninth Mother Goose star to give credit unions a boost in 
this popular series of 12 leaflets. All are colorful, easy to look at, easy to read. 
And they cost so little you can well afford to broadcast a new one each month. 


Each leaflet is a 234 by 5!/2 inches. Various colors on contrasting papers. 
35c per 100 less 20°/, to member credit unions in U. S. 
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Order from your credit union league if it has a supply department; other- 


CUNA SUPPLY COOPERATIVE 
Madison 1, Wisconsin—In Canada: 436 Lister Building, Hamilton, Ont. 
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The Two Bills 


By Vera Loucks 


WO CRISP NEW fifty dollar bills 

lay in a bank safe side by side. 
For cenvenience we will call them 
Bill the first and Bill the second. Bill 
the first said, “I hope someone gets 
me out of here soon, I want to see 
the world.” 

“Me too,” said Bill the second. “I 
want to have a chance to buy pretty 
things for children to wear or good 
things to eat.” 


“T think,” said Bill the first, “that 
it would be fun to pay the fees for 
some boy at college or provide a 
short holiday for some tired person.” 

Just then a man came to the wicket 
with a fifty dollar check and the 
teller gave him Bill the second in 
payment. “Oh!” he said, “Now I am 
going to see the world. Goodbye; 
hope you get a chance to get out 
soon.” 

Five years passed and one day the 
two Bills met again in the same bank 
safe. Bill the first was almost as crisp 
and new looking as he had been five 
years ago, but a look of dissatisfac- 
tion marred his otherwise perfect 
countenance. Bill the second was 
wrinkled, old, and frayed, but he had 
a merry twinkle in his eye as though 
he considered this a good old world. 
“Ho, Ho,” he said, “so we’meet again 
after five years of seeing the world. 
How have you managed to keep 
yourself looking so nice on your 
travels?” “Just after you left a lady 
came in with a check. The teller gave 
me to her. She took me home, put 
me in a shiny new purse and put me 
in the bottom of her trunk. There I 
lay from that day to this until she 
decided to bring me back here and 
start a bank account with me.” 

“Dear me,” said Bill the second. 
“I have been lucky, very lucky in- 
deed. That man who took me out of 
here five years ago was a progres- 
sive sort of chap. He said he didn’t 
need me just now but someone else 
may as well use me in the meantime, 
so he went right to the credit union 
office and bought shares with me. 
Well, I'd only been there a couple 
of hours when a lady came in and 
said she needed money to buy clothes 
for her teen-age daughter to go to 
school and could use fifty dollars 
until after harvest. The treasurer 
was just real pleased to lend her the 
money and handed me over. You 
should have seen the pretty things 
she bought with me; some pretty 
blouses, a plaid skirt, a blue sweater, 
stockings, a cute little hat and some 
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other dainty things that I don’t know 
the name of. 

“That storekeeper must have been 
a progressive person, too, because he 
took me back to the credit union of- 
fice and pretty soon a man came in 
and borrowed me to pay a hospital 
bill. 

“I must have been luckier than 
most because each time I was bor- 
rowed I seemed to find my way to 
some progessive person who would 
take me back to the credit union 
office and from there I would get a 
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NOW'S WHEN 

to start your Credit Union get-ahead 
plen: 

1. Add to your Credit Union share 
account first thing every pay day. 
2. When you find it wise to borrow, 
borrow from your Credit Union. 
Credit Union loans are obtained 
quickly and confidentially —cost less. 


Your Credit Union is here to serve you. 
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start on fresh adventures. I believe 
it was twelve times in five years that 
I found myself back in that office. I 
couldn’t begin to tell you all the 
things I have paid for besides those 
already mentioned. There was a suit 
of clothes, a grocery bill, a trip home 
for a lady who hadn't been home for 
twenty years, part payment on a set 
of false teeth, some hog feed and 
binder twine, just to mention a few. 
Ah! Me! It’s been a great life. But 
I’m rather tired. I think I'll take a 
nap.” 

“Lucky fellow,” said Bill the first. 
“In five years of life I have never 
even known what it was like to be 
tired. If I ever get out of here again 
I hope I go to live among credit un- 
ionists.”—B. C. Creptr Union News. 
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Here is the front and the back of the popu- 
lar Cuna pocket calendar. Actual size is 
24, by 31% inches. Notice space above 
calendar for your credit union’s imprint. 


And now’s when— 


to order your 1950 supply of these prized “year-long credit union reminders.” 
It’s a fact that last year we couldn’t fill all the orders, | 


Price—$1.25 per 100, less 20% to member credit unions in U. S. For 
imprinting (about 4 lines of type above calendar) add the following amounts 
(net): For 100, $2.10; for 250, $2.50; for 500, $2.95; for 1,000, $4.10; for 
2,000, $5.60; for 3,000, $7.65; for 5,000, $11. 


Order from your league if it bas a supply department; otherwise from 


CUNA SUPPLY COOPERATIVE 
Madison 1, Wisconsin—In Canada: 436 Lister Building, Hamilton, Ont. 
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To: THe Post Orrice Crepit UNION, 

OmAHA, NEBRASKA 

A recent experience of the family 
of a friend of mine who died the 
other day prompts me to write you 
a word or two in praise of the Post 
Office Credit Union and the way in 
which it is administered. Everyone 
knows that money can be obtained 
for provident purposes at a much 
cheaper rate of interest than it can 
be obtained from a private loan com- 
pany, and I know personally from my 
many years of experience that the 
Credit Union is an ace in the hole 
for sudden emergencies and dis- 
asters which confront every family 
on occasions. This friend to whom I 
refer borrowed a substantial amount 
of money from your organization in 
order to complete the purchase of 
an automobile. He made one pay- 
ment upon his loan before he died. 
Considering the depreciation of an 
automobile even in a short time, his 
widow and child probably would not 
have realized very much for their 
equity in the car when it was sold. 
They were agreeably surprised, and 
a burden was lifted from the mind 
of the widow when informed that the 
balance on the car loan was insured, 
and that upon the death of the bor- 
rower, the insurance company paid 
the balance due at the time of the 
borrower’s death. In this case, the 
insurance company will pay out 
almost $1,000, enough to cover the 
funeral expenses of my unfortunate 
friend. 

On behalf of the survivors, I want 
to thank you as administrator of this 
organization and the other members 
of the Board whose far-sighted 
policy adopted this insurance feature 
about a year ago. It is a wonderful 
feeling in time of stress to learn that 
when the immediate future appears 
dark and gloomy, an unexpected ray 
of light like this borrower’s insurance 
illumines the gloom.—An apprecia- 
tive survivor. 


A Founder's Thrill 

To: Creprr Unton NatTIonat Asso- 

CIATION 

Ivan Dergousoff, a member of 
Castlegar Credit Union, was instru- 
mental in forming Grand Forks & 
District Credit Union. This credit 
union should prove to be a wonder- 
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ful experiment for the beliefs some 
of us have expressed in regard to 
racial and religious neutrality. Grand 
Forks & District Credit Union will 
have as members mainly Doukho- 
bors, with some Japanese and a 
sprinkling of all other nationalities 
and religions. They have all worked 
together in building up a large co- 
operative consumer and producer 
movement in Grand Forks, so we are 
confident that the credit union will 
be successful. . 


Ivan is a Doukhobor and has 
travelled back and forth to Grand 
Forks, his former home town, several 
times to knock on doors selling peo- 
ple the credit union. The night we 
formed the credit union he was so 
happy he cried in thanking us for 
making it possible. This is the first 
time in making application for Foun- 
ders’ Club membership, that I can 
say I know it will be appreciated by 
the receiver to the fullest possible 
extent. Please send it to me as I am 
selfish enough to want the pleasure 
of making the presentation myself.— 
J. W. Burns, Managing Director, 
British Columbia Credit Union 
League. 


Wants Worldwide Movement 
To: THe Eprror 

I have read with great interest the 
letter on gift-parcels the other week 
in The Way I See It column. For 25 
years, I had been connected with 
German credit unions. When I en- 
tered this country, I became a mem- 
ber. In 1940, when I was a student 
of Rochdale Institute, then in New 
York, I organized a forum on Coops 
and Credit Unions. Speaker for the 
latter was Nat. Hellman. 

I daresay that the movement in 
Germany needs our assistance in 
every possible way, and sending food 
packages demonstrates American 
good-will. Simultaneously I feel, 
these people over there should learn 
about the huge experience of our 
credit unions, patterned and ex- 
panded greatly after its German 
origin. Such action would establish 
a close solidarity for a strong world- 
wide movement, which can be most 
valuable, for the tasks of the U N 
and therefore the peace of the World. 
—Martin M. Ferber, New York. 





One credit union displays 

75 posters-a-month 
each month— 

another posts 56— 
another posts 50— 


every month more credit union 
subscribers increase the number 
they use. 


The cost is $2.50 per year for 
one poster each month; $1.25 
for each extra poster in the 
same subscription; all less 20% 
to member credit unions in the 


US. 


Subscribe now through your 
credit union league if it has a 
supply department; otherwise 


Cuna Supply Cooperative 


Madison |, Wisconsin—Hamilton, Ontario 











An Organization To Turn To 


To: Creprir Union NaTIONAL Asso- 
CIATION 


Thank you for your letter of Au- 
gust 5th, and for your good wishes 
for the success of our Credit Union. 

We have received the package of 
supplies, but are keeping it unopened 
until the Federal man gets here to 
assist us with our first organizational 
meeting. As soon as we have or- 
ganized, and have received sufficient 
deposits, we will send you a check 
to cover these supplies. 

We feel that there is a definite need 
for a Credit Union here, and from 
the talk in the shop we believe it 
will be quite successful. 

As time goes on I wouldn’t be at 
all surprised but what we will take 
you up on your invitation to write 
to you when we have problems. It is 
always a great help to a new organ- 
ization to have someone to turn to 
who has already been through the 
“growing pains” and knows the an- 
swers. Thank you for your offer to 
help us.—W. W. Priestley, Hecht’s 
Employees Federal Credit Union, 
Bristol, Tennessee. 


CARE Offers Turkey Packa ge 


TO PROVIDE a festive Thanksgiving or 
Christmas treat for families in 
Europe, CARE again offers a special 
Holiday Package containing a whole 
turkey and all the dinner trimmings. 

In addition to the turkey, the Holi- 
day Package contains eight and a 
half pounds of other foods that have 
long been scarce in Europe. The 
other contents are: one pound each 
of plum pudding, Huyler’s choco- 
lates, orange marmalade, powdered 
sugar, raisins, rice, bacon, and coffee 
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And little wonder! For share payments, 
share withdrawals, or loan payments 
are normally handled in a matter 

of seconds—and at any window. 

All records are made simultaneously 
—and are identical, in clear, 
unchangeable, printed figures. No 
request is needed and there is no 
waiting for entry of dividend credit— 
this is entered automatically when 
the member presents his reczipt book. 

All records are in continuous balance 
—no waiting for balance verification. 
No duplication of posting, or posting 
to wrong account, or hunting for 
receipt book differences. Computation 
of balances is mechanically correct. No 
back-office posting is necessary. 
Costly overtime is eliminated. 

Ask your local National represen- 
tative to show you specifically how 
much the National UNIT System will 


save you in time and money. 


¢ 
* 
*, 2 
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(or a half-pound tea for Britain); 
a half-pound of butter—and the 
crowning, practical touch of a can 
Complete cost, including 
guaranteed delivery with a signed 


opener, 
receipt returned to the donor, is 
$13.50. 

CARE will accept no more than 
100,000 orders for the Holiday Pack- 
age, Mr. French stated. Donors whose 
orders cannot be delivered will have 
their money refunded promptly 

The countries to which the pack- 
age may be sent are: Austria, 
Czechoslovakia, Finland, 
France, Germany (American, Brit- 
ish, French Zones and all Berlin), 
Great Britain (England, Scotland, 
Wales, Northern Ireland), Greece, 
Italy, the Netherlands, Norway and 
Poland 


designated friends and relatives, or 


Belgium, 


Delivery is guaranteed to 


to needy families and institutions 
such as orphanages and hospitals 
elected by CARE’s member welfare 
agencies. Orders should be mailed to 
CARE headquarters, 20 Broad 
Street, New York, or to any CARE 
office in the country. 





Founders Club 


New Members 


SINCE OUR LAST REPORT the following 
new members have been admitted to 
the Founders Club: 


Mr. Austin Story, Dravo Em- 
ployees Pittsburgh Federal Credit 
Union, Neville Island, Pittsburgh, 
Pennsylvania. 

Mr. Vincent Locasel, Amalgamated 
Meat Cutter & Butchers Union Local 
195, Philadelphia, Pennsylvania. 

Mr. J. H. Wallace, Vancouver Fed- 
eral Employees Credit Union, Van- 
couver, B.C, 

Mr. Leo D. Schaus, St. Louis 
Parish Credit Union, Waterloo, On- 
tario, Canada. 

Mr. Fred L. Thornton, Palm Beach 
Postal Employees Credit Union, West 
Palm Beach, Florida. 

Mr. Clyde L. Bishop, Firemen’s 
Credit Union, Jacksonville, Florida. 
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CUNA News 


q “Buy Wise” is the title of a new 
leaflet prepared by the Department 
of Publications of Cuna Supply Co- 
operative for distribution to credit 
union members. See a reproduction 
on page 15. 


@ Annual meeting charts are in pro- 
duction. The costs will be announced 


shortly. See page 17 for illustrations. 


@ The total insurance coverage in 
force thru the Cuna Mutual Insur- 
ance Society increased over $12 mil- 


in any separate policy. 


with your Credit Union Funds? 


Odds are against you when you gamble with your credit union 
assets by insuring only certain officers or employees. You can cut 
down the chances of loss by insuring your funds through Lumbermens 
Blanket Bond Standard Form No. 23. This bond covers all officers 
and employees without exception. 


lion during July. The figure at the 
end of July was $363,699,963. This 
is a gain of over $72 million since 
the first of the year. 





COVER PICTURE 


The three Cuna presidents are 
shown together in Calgary—Moses 
Davis, president of Cuna Mutual In- 
surance Society: John Eidam, presi- 
dent of the Credit Union National As- 
sociation; and Elmer Christoph, 
president of Cuna Supply Cooper- 
ative. 























Standard Form No. 23 for Credit Unions. offers you in a single 
package coverages formerly available only through separate policies. 
What's more, it gives you a number of “‘plus” coverages not found 


The blanket fidelity insurance on all personnel is only one of 
many advantages of Lumbermens Standard Form No. 23. Get in 
touch today. with the CUNA Insurance Research Division for more 
detailed information on how this Credit Union Blanket Bond will 
fit your individual organization. 


Lumbermens “Www uw 


Operating in New York State as (American) Lumbermens Mutual Casualty Company of Illinois 
James S. Kemper, chairman 


H. G. Kemper, president 


Chicago (40 
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Better Serwice Makes Your Credit Union 
More Important to the Members 


Share 


The CUNA Automobile Insurance Program 
With your members | 


"A" Loan Service "B" Loan Service 
(on auto loan) (on auto loan) 
Stop I: To make application for a Stop I: To make application for a 
credit union loan and auto- credit union loan. 


mobile insurance. Stop 2: To make application at an- 


Stop 2: To return to the credit union other office for automobile 
to sign the note, chattel insurance. 
— and to get the Stop 3: To return to the credit union 


to sign the note, chattel 
mortgage, provide loss pay- 
able clause on adequate 
automobile insurance cover- 
age, and get the check. 


Stop 4: To return to the automobile 
insurance company to pay 
the premium out of the loan. 


Offer the CUNA Automobile Insurance Program 
For Dependable and Complete Service 


For further information write Cuna or 
our Credit Union Insurance Department. 



































Employers Mutual Liability Insurance Company of Wisconsin 


Home Office: Wausau, Wisconsin 
Credit Union Insurance Department: Appleton, Wisconsin 
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RSDAY-OCTOBER 20 


2.0-THURSDAY - OCTOBER 20-THU 


Credit Union People 
throughout the world 
join to celebrate... 
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SUPPORT THE POP PROGRAM 
TELL THE WORLD 
ABOUT CREDIT UNIONS! 


CUNA MUTUAL INSURANCE SOCIETY 


MADISON, WISCONSIN HAMILTON, ONTARIO 


THE CREDIT UNION OWNED AND OPERATED INSURANCE COMPANY 





